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Executive  Summary  
This  year,  I  interned  for  the  company  SWAMR  HR,  their  parent  company  being 
ThoughtWave  Software  and  Solutions.  SWARM  HR  is  a  company  in  the  IT  Industry,  and  I 
worked  in  the  Marketing  and  Sales  Department  as  an  Inside  Sales  Intern.  SWARM  HR’s  product, 
SWARM  HR,  is  a  workforce  automation  software.  It  helps  businesses  migrate  to  managing  their 
employees  full-time  electronically,  with  modules  for  HR,  ATS,  and  Accounting/Payroll.  The 
business  area  I  researched  for  my  project  was  Visual  Marketing.  This  area  was  one  I  got  to 
explore  in  my  internship,  as  I  helped  come  up  with  newsletter  content,  infographics,  and  types  of 
online  advertising.  
My  business  project  questions  were:  1)  why  is  visual  marketing  important?  and  2)  how 
effective  is  visual  marketing  in  gaining  consumer  interest?  I  researched  these  areas  primarily 
through  secondary  sources,  some  examples  of  these  being  news  articles,  academic  papers,  and 
personal  blogs.  I  also  had  assistance  from  my  father  during  my  research,  as  he  has  worked  in 
digital  marketing  and  adjacent  areas  for  about  twenty  years.  This  was  my  primary  source  and 
interview,  as  he  helped  me  understand  the  area  I  was  researching  better  and  provided 
clarification  when  necessary.  
I  learned  a  great  deal  regarding  visual  marketing,  social  networking,  and  advertising 
through  my  research  project  and  internship  experiences.  In  a  world  that  is  becoming  increasingly 
technological,  images  and  graphics  mean  more  than  ever.  All  over  the  world,  people’s  overall 
attention  spans  have  been  decreasing  at  a  faster  and  faster  rate  (McClinton  2019).  The  role  visual 
marketing  plays  in  gathering  consumer  interest  is  difficult  to  quantify,  beyond  the  knowledge 
that  the  role  it  plays  is  most  certainly  big.  A  research  paper  on  the  correlation  between  visual 
marketing  and  consumer-brand  relationships  found  that  the  more  entertaining  and  engaging 
visual  content  was,  the  more  likely  consumers  were  to  recognize  it  and  share  it  (Kujur  and  Singh 
2020).  With  many  other  studies  showing  similar  results,  it  is  clear  to  see  that  visual  marketing 
plays  an  important  role  in  the  sale  of  products.  My  experience  as  an  intern  helped  me  understand 
and  work  through  the  real  world  processes  that  are  involved  with  visual  marketing,  and  also 
helped  me  identify  what  both  good  and  bad  visual  marketing  would  consist  of.  My  research 
offered  me  theoretical  knowledge  on  visual  marketing,  whereas  my  internship  offered  me 
real-world  experience  regarding  the  same.  Putting  both  these  together  helped  me  understand  the 
area  which  I  was  researching  to  a  much  better  degree.  Lastly,  the  main  limitations  I  faced  in 
effectively  completing  my  project  were  lack  of  access  to  material  and  lack  of  expertise. 
My  key  takeaways  from  this  experience  was  improved  marketing  skills,  an  introduction 
to  sales,  and  business  experience.  My  research  can  help  me  in  the  future  by  providing 
perspective  on  marketing  tactics  as  both  a  consumer  and  a  potential  employee/entrepreneur.  The 
skills  I  have  gained  as  a  result  of  working  in  sales  can  be  employed  in  a  variety  of  areas,  from 
improved  persuasive  skill  to  more  effective  projection  and  self-confidence.  The  issues  I  had  were 
overall  relatively  minor,  and  would  have  easily  been  fixed  by  moving  to  an  in-person  internship, 
which,  sadly,  wasn’t  possible  this  year.  Overall,  my  internship  at  SWARM  HR  was  a  very 
valuable  experience  and  am  really  grateful  for  the  opportunity  to  be  a  part  of  it.   
Business  Context 
My  internship  was  with  the  company  SWARM  HR,  under  the  parent  company 
ThoughtWave  Software  and  Solutions.  Both  these  companies  work  in  the  IT,  or  Information 
Technology,  Industry.  The  IT  Industry,  as  defined  by  the  Information  Technology  Association  of 
America,  is  an  industry  that  deals  with  “the  study,  design,  development,  implementation,  support, 
or  management  of  computer-based  information  systems,  particularly  software  applications  and 
computer  hardware”  (Alkhatib,  2010).  Over  the  years,  this  definition  has  grown  to  include  other 
electronic  media,  such  as  cell  phones  and  smart  devices.  As  a  company,  ThoughtWave  Software 
and  Solutions  is  involved  with  the  areas  of  website  and  mobile  app  development,  cloud 
migration,  SEO  and  social  media,  and  IT  Staffing.  These  areas  are  clearly  under  the  banner  of  the 
IT  industry  since  they  involve  the  development  and  support  of  technological  systems.  
As  my  internship,  I  worked  for  ThoughtWave  Software  and  Solutions’  product  company, 
SWARM  HR,  which  focused  on  cloud  migration.  Being  a   product  company,  SWARM  HR  was 
the  name  of  both  the  company  and  the  product.  The  SWARM  HR  product  is  a  workforce 
automation  software.  The  website  states  that  SWARM  HR  product  “helps  to  automate  HR, 
Accounting,  and  ATS  processes  with  integrated  workflows  to  handle  the  typical  life  cycle  of  a 
SMB  (small  and  medium-sized  business)  employee  from  onboarding  to  offboarding”  (SWAMR 
HR  2020).  In  the  company,  I  was  an  Inside  Sales  Intern,  doing  work  for  both  the  Marketing  and 
Sales  Departments.  The  areas  I  covered  within  the  Marketing  and  Sales  Departments  can  be 
further  specified  as  Market  Research,  Customer  Outreach,  and  Visual  Marketing.  The  work  I  did 
in  the  area  of  Market  Research  consisted  of  finding  cold  call  leads  and  doing  research  on  which 
were  successful,  researching  relevant  topics  to  speak  on  in  the  newsletter,  and  identifying  and 
analyzing  what  cold  emails  had  the  most  success.  The  work  I  did  in  customer  outreach  consisted 
mainly  of  cold  calls  and  cold  emails.  And  lastly,  the  work  I  did  in  visual  marketing  involved 
writing  newsletter  articles,  creating  infographics,  and  helping  to  organize  the  company  linkedin 
page.  
A  marketing  department  can  be  defined  as  “how  people  associate  [an]  organization’s 
products  or  services”(Mahea,  2014),  and  a  sales  department  can  be  defined  as  the  “division  of  a 
business  that  is  responsible  for  selling  products  or  services”  (The  Free  Dictionary).  In  my 
internship,  I  interned  within  the  Marketing  and  Sales  Department  of  the  company  SWARM  HR, 
under  ThoughtWave  Software  and  Solutions.  As  a  result  of  this,  I’ve  learned  quite  a  bit  about  the 
areas  of  both  Marketing  and  Sales,  along  with  the  IT  Industry  as  a  whole  --  and  I  am  very 
grateful  I  had  the  opportunity.   
Business  Project  Description  
The  area  I  worked  in  within  SWARM  HR  mainly  regarded  Sales  and  Visual  Marketing. 
In  the  sales  potion  of  my  internship,  I  worked  directly  with  potential  customers,  which  aided  me 
in  the  visual  marketing  portion  of  my  internship.  Visual  Marketing  consisted  of  trying  to  attract 
potential  customers,  so,  in  this  portion  of  my  internship,  I  learned  to  analyze  the  trends  in 
potential  customers  --  what  drew  them  into  the  product  and  what  caused  them  to  become  averse 
to  it  --  and  employ  the  information  gained  in  visual  marketing  strategy  to  attract  the  largest  group 
of  potential  customers.  The  work  I  did  in  these  areas  helped  me  in  the  research  of  my  business 
project,  as  I  looked  into  the  area  of  Visual  Marketing  specifically  --  which  was  something  I  did 
learn  about  during  my  internship.  
 
Summary  of  Internship  Tasks 
The  first  week  of  my  internship  consisted  primarily  of  training.  We  learned  how  to  recite 
cold  calls,  answer  questions,  and  attract  customers.  We  used  existing  scripts,  wrote  our  own,  and 
analyzed  what  portions  of  each  script  were  worth  keeping  and  what  portions  needed  to  be 
changed  or  removed.  In  this  same  week  we  also  learned  how  to  generate  leads.  We  learned  about 
how  to  do  market  analysis  of  potential  customers  using  LinkedIn,  filtering  by  industry,  position, 
and  seniority.  We  then  learned  how  to  refine  these  searches  based  on  the  calls  we  made  --  if  the 
majority  of  people  who  picked  up  tended  to  be  in  a  certain  position,  we  would  know  for  the 
future  to  try  and  filter  by  that  type  specifically.  In  doing  this,  we  learned  how  to  analyze  calls  and 
pickups  for  pertinent  information  --  even  small  details  could  be  helpful  --  and  by  keeping  track  of 
the  trends,  we  could  use  the  patterns  discovered  to  help  make  us  more  successful.  We  also 
learned  how  to  export  this  filtered  data  into  excel  spreadsheets,  and  then  further  filter  the 
spreadsheet  data.  
The  second  week  through  fifth  week  of  my  internship,  we  started  applying  the  skills 
learned  during  the  training  week.  I  learned  how  to  make  cold  calls  using  the  service 
PhoneBurner,  allowing  me  to  learn  how  to  use  a  new  service  and  gain  a  lot  of  experience  in  both 
business  pitching  and  general  persuasion.  In  the  second  week,  I  learned  how  to  execute  mail 
merges  using  Microsoft  Word  and  Outlook.  This  involved  learning  how  to  word  the  mass  emails 
I  was  sending,  analyze  the  number  that  bounced  per  batch  (and  find  patterns  to  streamline  the 
process  and  make  it  more  successful),  and  make  the  emails  more  visually  appealing.  I  also 
contributed  the  company  newsletters,  in  which  the  other  interns  and  I  researched  topics  that  were 
pertinent  to  SWARM  HR’s  consumer  demographic  (small  and  mid-sized  businesses)  and  wrote 
articles  regarding  them.  One  such  topic  was  managing  employees  at  home,  pertinent  due  to  the 
necessity  of  employees  working  at  home  because  of  the  Covid-19  crisis.  For  that  article,  each 
intern  was  assigned  an  area  of  research,  to  succinctly  write  of  that  area,  and  then  the  article 
would  be  formatted  onto  the  company  website.  The  excel  spreadsheets  used  for  the  mail  merge 
were  also  used  to  make  LinkedIn  connections  --  the  same  type  of  analysis  used  for  the  emails 
and  to  generate  leads  was  applied  to  this  task.  I  also  helped  the  intern  team  make  an  infographic, 
helping  to  explain  the  SWARM  HR  process  and  attract  potential  buyers.  To  do  this,  we  had  to  do 
quite  a  bit  of  research  regarding  infographics  and  visual  presentation  --  we  created  both  a  mobile 
infographic  and  a  more  standard  one,  comparing  the  value  of  each  against  the  other.  We  also 
researched  the  ways  in  which  to  convey  information  in  a  visual  medium,  and  which  ways  were 
good  for  our  purposes.  So,  in  creating  the  infographic,  I  learned  a  great  deal  about  both 
infographics  and  visual  marketing.  
Overall,  I  really  enjoyed  my  internship.  I  learned  a  lot  about  both  sales  and  marketing  as 
areas,  and  I  got  to  explore  my  business  research  area,  which  was  really  cool.  The  thing  I  found 
most  engaging  in  my  internship  was  analysis  of  the  patterns  that  cropped  up  in  customer 
interactions,  and  why  they  might  have  occurred.  This,  along  with  researching  the  value  of  visual 
marketing,  was  what  I  considered  both  the  most  interesting  and  valuable  part  of  my  internship. 
This  was  because,  through  this  experience,  I  got  to  see  sales  and  marketing  from  the  viewpoint  of 




Business  Project  Research  
 
Questions 
1. Why  is  visual  marketing  important? 
2. How  effective  is  visual  marketing  in  gaining  consumer  interest? 
 
Methods 
I  gathered  my  research  primarily  from  secondary  sources  such  as  newspapers  and  blog 
posts,  as  visual  marketing  is  a  business  area  which  both  businesses  and  free-lancers  offer  advice 
in.  In  addition  to  this,  I  also  used  primary  sources  such  as  academic  journals  and  research  papers 
regarding  visual  marketing  and  its  impact.  Lastly,  I  used  my  father  as  a  source,  since  he  has  had 
over  twenty  years  of  experience  in  the  areas  of  Digital  Marketing  and  Content  Management.  As 
digital  and  visual  marketing  are  closely  related,  he  was  a  valuable  source  of  information,  and 
greatly  helped  me  both  understand  and  expand  upon  my  research  area.  
 
Insights  
In  a  world  that  is  becoming  increasingly  technological,  images  and  graphics  mean  more 
than  ever.  All  over  the  world,  people’s  overall  attention  spans  have  been  decreasing  at  a  faster 
and  faster  rate  (McClinton  2019).  As  a  result  of  this  change,  visual  marketing  has  become  more 
important  than  ever.  In  any  and  every  industry,  catching  the  attention  of  consumers  in  a  single 
glance  is  the  goal.  Customers  are  no  longer  willing  to  read  long  articles  or  boring  pamphlets  -- 
information  needs  to  be  presented  in  a  visually  appealing  way  for  consumers  to  become 
interested  (Laja  2020).  As  a  result  of  this,  visual  marketing  has  become  more  important  than 
ever.  For  companies,  most  of  their  work  is  now  done  online  through  websites  and  online 
advertising,  almost  requiring  visual  marketing  to  be  successful.  The  wide  variety  in  options 
along  with  the  minimal  cost  associated  with  visual  marketing  on  online  platforms  makes 
publishers  lose  out  if  they  don’t  capitalize  on  it  (Manic  2015).  Consumers  make  judgements 
about  products  in  about  a  tenth  of  a  second,  leaving  companies  to  have  to  use  every  avenue 
available  to  sell  their  products  (Laja  2020).  Social  media  is  most  likely  one  of  the  most  important 
and  effective  methods  of  drawing  in  customers  for  companies,  with  visual  marketing  playing  an 
increasingly  large  role.  
The  role  visual  marketing  plays  in  gathering  consumer  interest  is  difficult  to  quantify, 
beyond  the  knowledge  that  the  role  it  plays  is  most  certainly  big.  A  research  paper  on  the 
correlation  between  visual  marketing  and  consumer-brand  relationships  found  that  the  more 
entertaining  and  engaging  visual  content  was,  the  more  likely  consumers  were  to  recognize  it  and 
share  it  (Kujur  and  Singh  2020).  Another  source  found  that  YouTube  videos  tended  to  be  shared 
140%  more  on  mobile,  and  were  especially  well-liked  if  they  didn’t  require  sound  and  could  be 
watched  unobtrusively  with  subtitling  (Business.com  2020).  And  yet  another  source  found  that 
the  better  the  visual  marketing  and  outfitting  of  a  product,  the  less  sensitive  to  its  price  customers 
were  --  allowing  companies  to  price  those  products  higher  without  any  protest  or  drop  in  sales 
(Mumcu  and  Kimzan  2015).  Through  all  these  examples  it  can  be  clearly  seen  that  proper  usage 
of  good  visual  marketing  techniques  both  increase  consumer  interest  and  company  profit.  As  this 
field  is  only  growing,  it  cannot  be  said  how  important  visual  marketing  is  now,  let  alone  in  the 
future.  It  most  certainly  is  an  area  that  plays  a  very  important  role  in  business,  and  is  an  area  that 
businesses  should  definitely  be  constantly  improving.  
My  experience  as  an  intern  helped  me  understand  and  work  through  the  real  world 
processes  that  are  involved  with  visual  marketing.  While  interning  I  could  see  and  discuss  visual 
marketing  strategies,  as  well  as  research  the  various  ways  the  company  could  conduct  its 
marketing.  I  could  also  see  past  decisions  and  their  outcomes,  helping  me  identify  what  both 
good  and  bad  visual  marketing  consisted  of.  This  research  also  helped  me  as  an  intern,  as  I  was 
able  to  apply  the  research  I  had  done  to  the  job  itself.  By  researching  good  visual  marketing 
practices,  I  knew  which  ones  to  use  and  which  ones  to  avoid  when  working.   My  research 
offered  me  theoretical  knowledge  on  visual  marketing,  whereas  my  internship  offered  me 
real-world  experience  regarding  the  same.  Putting  both  these  together  helped  me  understand  the 
area  which  I  was  researching  to  a  much  better  degree. 
 
Limitations 
Limitations  regarding  the  effective  completion  of  my  business  research  project  involve 
lack  of  access  to  material  and  lack  of  expertise.  Because  of  the  current  circumstances  due  to 
Covid-19,  I  avoided  going  directly  to  the  library  in  order  to  do  research.  For  this  reason,  I  used 
minimal  print  sources  and  focused  heavily  on  sources  available  through  the  internet.  This  may 
have  caused  me  to  miss  something  that  would  have  been  covered  in  a  book  on  the  subject,  which 
I  did  not  have  access  to  over  the  course  of  my  project.  As  a  result,  this  would  be  a  limitation  on 
the  effective  completion  of  my  project.  The  second  possible  limitation  stems  from  the  fact  that  I 
am  not  an  expert  in  the  area  of  visual  marketing.  As  a  result  of  this,  I  struggled  to  understand 
extremely  technical  passages  in  my  research,  which  could  have  also  caused  a  misunderstanding 
or  for  me  to  miss  something  --  which  again,  would  be  a  limitation  on  the  effective  completion  of 
my  project.  Even  with  these  limitations,  I  did  my  best  to  be  as  accurate  as  possible  in  my 
research;  however,  I  do  acknowledge  that  these  are  the  particular  areas  where  effective 
completion  may  not  have  been  achieved.  
  
Business  Project  Key  Learnings  and  Recommendations 
 
Key  Learnings  
The  key  takeaways  from  this  internship  would  be  the  experiences  I’ve  gained  along  with 
learning  about  business  pitching  and  persuasion.  The  latter  is  important  to  me,  as  persuasion  and 
public  speaking  are  important  skills  in  almost  any  line  of  work.  I  also  enjoy  sharing  ideas  with 
others  and  working  in  a  collaborative  environment,  and  I  know  these  skills  are  especially 
important  in  areas  like  that.  Plus,  all  the  experience  in  business  pitching  and  persuasion  has  most 
certainly  boosted  my  confidence  as  a  person.  I  made  dozens  of  cold  calls  over  the  course  of  my 
internship,  and  that  experience  alone  helped  me  present  myself  effectively  and  confidently. 
Confidence  is  a  life  skill,  so  I’m  incredibly  glad  that  my  internship  offered  me  such  a  good 
opportunity  to  improve  it.  Going  back  to  the  former,  I  had  a  great  many  unique  experiences  over 
the  course  of  this  internship,  and,  consequently  learned  a  great  deal  about  myself.  I  learned  that 
in  the  future,  I  most  likely  won’t  go  into  sales  as  an  area,  as  I  didn’t  like  it  overly  much. 
However,  through  this  experience,  and  in  comparison  to  sales,  I  really  enjoyed  marketing  as  a 
business  area.  Analysis  of  consumer  data  and  learning  how  to  use  that  data  practically  to  draw 
customers  was  really  interesting  to  me,  and  I  learned  that  it’s  definitely  an  area  I  would  like  to 
look  into  in  the  future.  In  addition  to  this,  the  experience  of  working  from  home  and  managing 
meetings  and  working  with  other  interns  was  definitely  valuable.  It  was  yet  another  example  of 
the  importance  of  communication,  and  was  a  good  demonstration  on  the  realities  of  working 
with  many  people  remotely.  This  experience  most  definitely  will  prove  valuable  in  the  future.  I 
learned  a  lot  about  both  myself  and  the  world  around  me,  along  with  general  information  and 
valuable  skills.  
 
Key  Recommendations  
I  believe  my  internship  experience  was  organized  well.  I  never  felt  like  the  work  I  was 
doing  was  completely  busy  work,  as  even  when  the  work  wasn’t  intellectual  in  nature,  there  were 
still  important  notes  to  be  taken  and  conclusions  to  be  made.  The  very  minimal  issues  I  had 
would  be  fixed  if  we’d  had  the  opportunity  to  conduct  the  internship  in  person  (consisting  mainly 
of  some  minor  difficulty  in  communication  and  the  difficulty  in  comprehending  a  more  complex 
process  over  video  call),  absolving  the  issues  entirely.  I  really  enjoyed  this  internship,  as  it  taught 
me  a  great  deal  about  both  sales  and  marketing,  along  with  giving  me  real-world  experience  in 
both  areas.  It  was  adapted  well  to  being  online,  and  I  am  really  grateful  for  the  opportunity.  
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Figure  3  --  Example  Excel  Spreadsheet  Data 
 
 
Figure  4  --  Sample  Call  Script 
Hello  --  I’m  Shivani!   I’ll  keep  this  quick  because  I’m  not  really  sure  if  we  need  to  talk.  But,  let  me 
take  30  seconds  to  tell  you  specifically  why  I  reached  out  to  you. 
 
SWARM  HR  is  a  cloud-based  workforce  automa on  so ware,  and  we  specialize  in  working  with 
forward  thinking  CEOs  that  are  looking  for  crea ve  solu ons  in  their  HR,  Accoun ng  and 
Recruitment  areas. 
 
With  that  being  said,  what  we  do  isn’t  for  everybody.  Which  is  why  before  I  go  on,  I  wanted  to 
clarify  a  couple  things.  What  we've  found  is  that  a  lot  of  business  owners  are  able  to  use  our 
so ware  to  reduce  their  monthly  overheads,  elimina ng  their  exis ng  patchwork  of  services  in 
the  HR,  Accoun ng  and  recrui ng  areas.  Or  if  they  are  not  using  any  services,  they  are 
frustrated  with  the  costs  associated  with  non  compliant  prac ces. 
 
I  just  wanted  to  know  if  you're  using  anything  to  handle  those  issues  right  now  --  or  whether 
you  would  mind  me  asking  about  those  processes? 
 
 
Figure  5  --  Link  and  Snapshot  of  Newsletter  
 









Figure  7  --  SWARM  HR  Advertisement  Infographic 
  





Figure  9  --  Business  Project  Infographic  
 
 
 
 
 
 
